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SAN FRANCI SCO, CALI FORNI A, MARCH 8, 2004 - 9:10 AM
% ok x %

M5. MLLER Ckay. First we'll talk alittle bit
about the Comm ssion program and in this brief overview sone
of your questions may get answered.

The Conmm ssion has been adm nistering the
Uni versal Lifeline Tel ephone Service since, | believe it was,
1983 or 1984.

During these years the program has gone through
many changes. And at one point the marketing and outreach
was done by the individual telephone carriers, and they were
getting reinbursed by the California Conmm ssion for that
activity.

Wth the advent of conpetition, the Comm ssion
decided that it wasn't econom c use of the dollars to pay
t hese conpanies to advertise and conpete agai nst each ot her
for lifeline custoners, so they created a conpetitively
neutral program-- marketing program And | know sone fol ks
asked what we neant by "conpetitively neutral,” and that is
where the program does not market Universal Lifeline
Tel ephone Service on behal f of any tel ephone carrier. And
when custoners call in and -- to the call center, which is
not a part of this contract but, just so you know, if they do
not know which carrier they want to use for their ULTS
service, then the call center generates a randomlist for the
custoner to choose from So that's what we nean by
"conpetitively neutral ."

And no -- no particular telco carrier is nentioned
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at all in any of the marketing canpaigns.

Ckay. And so the Comm ssion has had variations on
the marketing program and in the brief history that was in
t he RFP expl ai ned that at one point Dean & Black had the
contract, and then at the nonment the contract is held by
Ri chard Heath & Associates; and that contract will be
expiring on May 31st, and so the Comm ssion is going to ahead
to inplenment a new marketing program and it will be for the
term of one year with the possibility of two one-year
extensions. And the maxi num val ue of the contract for each
year will be $5 mllion.

And there's a |l ot of people -- hello?

Ckay.

A VO CE  Yes?

M5. MLLER | was just checking to make sure that you
could hear what we're saying.

A VOCE Yes, | can hear.

A VO CE: VYes.

M5. MLLER  Ckay. Thanks.

So the proposals that we're |ooking for -- we have
laid out a lot of requirenents in the request for proposal.
There's a couple of changes that we will be nmaking to this
proposal, and | will point themout to you and we'll al so
print an addendum on the Conm ssion website.

But basically the Conm ssion is | ooking for new,

i nnovative proposals and not necessarily based on what has
occurred in previous marketing prograns.

And, granted, there are not a whole |lot of details
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in the request for proposals because we did not want to

di rect what your focus should be or your direction should be;
we want creative proposals that have ideas of the best way to
reach the target audi ences.

So -- and then also there was a | ot of questions
about the call center and the relationship between the
mar keting contract and the call center contract.

The call center contract expires May thirty- --
have it in here --

MR JEN It's in here somewhere.
M5. MLLER It's in 2006. | think it's May 31st,
2006.

And they are conpletely separate contracts, but
they're is a close working rel ati onship between the cal
center and whoever the marketing contractor is. Because the
mar keting contractor is the side of the operations that goes
out and infornms the target groups about the availability of
the service and the requirenents, they work one-on-one wth
i ndi vidual s, either through community-based organi zations
or -- or other avenues to educate the individuals, to help
t hem under st and whet her or not the programw |l work for
them help themfill out informational forns that get the
information that they need to pass on to the call center in
order for the custoner to sign up for service, and so there's
a lot of interaction there.

But they are separate contracts: The marketing
contract does not control any of the call center activities;

the call center does not control any of the marketing program
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activities.

| f there was, by any chance, an issue or conflict
or problemthat arose between the two entities, that would be
nmedi ated by the Comm ssion. And so far that has never
happened. It's generally a very fruitful interaction because
both entities want to nake the program successful.

So since we're tal king about the call centers,
shall we just go into the call center questions first?

What do you t hink.

MR JEN. We'll end up out of order, so we'll just
start from begi nning --

M5. MLLER Okay. He keeps ne on the straight-and-
narr ow pat h.

Ckay. So that's a quick sunmary of what we're
about .

The first set of questions that we received were
guestions about what we considered successful results by the
current contractor and asking us to identify particul ar
chal | enges which are not being net in the present marketing
program et cetera.

The success of the current contractor has not yet
been established. Their contract does not expire until My
31st of this year. At that tine they will submt to the
Commi ssion a final report summarizing all the activities and
the results of their activities, and it won't be until that
point in tinme that the Comm ssion determ nes any | evel of
success with that current contractor. So that information is

not avail abl e.
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But we're not |ooking for folks to build off of
what they conceive as previous successes; we want folks to
propose to us avenues of marketing and outreach and education
that they believe that they can provide that woul d be
successful in reaching these target audi ences.

So in regards to that we won't be getting any
gui del i nes about what was successful in the past.

Al'l proposals are going to be reviewed and graded
on their own nerits; they are not going to be conpared to
previous activities that have been undertaken under
Conmi ssi on contracts.

Ckay. And then questions about current contractor
and subcontractors:

The current contractor is R chard Heath &

Associ ates, and, as we said, that contract expires on My
31st of this year; and their subcontractors are Panagraph,
Inc. -- that's P-a-n-a-g-r-a-p-h -- Inc., and SAESHE, which
is all capital letters, SAESHE

And they do their -- their nmedia and other type of
activities.

They also interact with approxi mately 45
communi ty- based organi zati ons who currently do outreach and
educat i on.

And there was a question about when the contract
with Dean & Bl ack Public Rel ations expired.

| don't know the exact date, but | know that they
came out with a report in 2002 that sunmarized their

activities.
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| don't know if the Comm ssion has copies of that
report that they can hand out.

| f anybody is really, really interested, please
send ne an e-mail, I'll see if | can find it. But it was a
very old contract and it's an old report, and |I've been newy
assigned to this project and so far |'ve been unable to
unearth a |l ot of the past docunentation for previous
contracts.

So -- but -- and again, we're not basing any of
the review and scoring of the proposals that will conme in on
the 26th to what happened with Dean & Bl ack.

Ckay. Sonebody referred to Section 2.1 where the
RFP asked for a detailed marketing plan as part of the
proposal , and they were asking whether or not this biases the
RFP towards the incunbent who has al ready perforned the work
to develop this plan and has nore detailed information than
any proposer woul d have.

Wl l, again, all proposals are going to be
eval uated on their own nerits and scored on its own nerit, so
if you have innovative ways to go out and collect the
mar keting information and get the word out there, that's what
we're |looking for in the proposal.

And -- okay. Richard Heath & Associ ates began
work on the contract md-April of 2003, and the contract is
for one term been extended by a couple of extra weeks to tie
up the final report activities.

Then, let's see.

The questions about the marketing board. It's not
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a marketing board anynore; it's an advisory conmttee.
A few years ago there was a Senate Bill --

MR JEN.  669.

M5. MLLER -- 669 that was passed that took all of
the outside boards that were running public prograns towards
the California Conm ssion and required that all that activity
be noved into the Conm ssion.

As part of that the Comm ssion di sbanded all of
the admnistrative commttees, narketing boards, the
organi zations that were running the prograns and instead
created advisory commttees that advised the Comm ssion on
activities related to this program but have no deci si on power
over the activity.

| did put a list out here of the current advisory
commttee nenbers, and that information is also avail able on
the Comm ssion website. But | do want to point out to
everybody that you should read the Conflict of Interest
Section 4.3.2 of the RFP where it states that a proposer wll
be automatically disqualified for, anong other things, any
i nvol verent with or attenpt to influence the deliberations of
an advi sory board or commttee assisting the CPUC.

And, truly, we take this seriously.

| know a | ot of you work with community-based
organi zati ons who nmay have rel ationships with the existing
board. You really wouldn't want to, you know, just talk them
up at a cocktail party about how good your firmis because if
sonmebody was overhearing that and reported that back to the

Conmm ssion, that would be a serious issue.
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There have been conflict-of-interest issues that
have arisen with these prograns that were difficult to work
out, and the Comm ssion takes the conflict-of-interest part
of this RFP very, very seriously, so we wouldn't want anybody
to put thenselves at risk.

Ckay. W did take the call center operation and
their relationship to the marketing programa little out of
order, but I'Il look through the questions here and see if
there were any that we haven't already answered.

W tal ked about that the entities work
cooperatively with each other; that essentially the purpose
of the marketing, education, and outreach programis to nake
the potential custoners aware of the program and identifying
interactive individuals who are eligible or may be eligible
and connect themto the call center; then the function of the
call center is to verify eligibility and connect the
individual with the carrier that will provide service.

And, of course, both entities are expected to
performa w de range of activities that cause interaction
that we don't need to go into, but basically those are the
functions of the two entities with a high | evel of
cooperati on.

Ch, there was a question about 1.3, seventh
par agraph, page 6, which it's paginated a little bit
different -- right. Gkay. Thank you.

Assi st ULTS programcallers in

determning eligibility, filling out

the application and |inking themwth
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their selected conmuni cations carrier

ei ther by tel ephone or at the

community partner |ocation that may be

better able to a address the caller's

concerns or questions.

And the questioner stated that they thought that
this sounded like a call center activity and wanted sone
clarification.

No, it is a marketing, education, outreach
function.

The up-front work with the individuals is carried
out under the contract that we're discussing today.

When the custoner is transferred to the call
center, as it stands now, the information on that custoner
has al ready been collected and transferred over to the call
center. So that is -- collecting that information,
interacting with the individual is a function of the contract
we' re di scussing today.

M5. DAVIS. |Is that what the CBGCs are doing?

M5. MLLER That's what the community-based
organi zations are doing. Yes.

A VO CE: Ckay. Wat was the question regarding the
CBCs?

M5. MLLER Onh, the questioner asked whether the
activity of interacting wwth the individuals and getting the
information was the function that the conmunity-based
organi zati ons were providing today, and the answer was yes.

THE VO CE: Ckay.
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M5. MLLER Okay. There was a question about whether
or not the contractor that would be selected for this
contract -- whether they would be involved in the day-to-day
call center operations; and, again, the call center
operations are separate fromthis contract but there are
continuous interactions between the two entities.

Yes?

AVOCE Can | clarify an earlier point --

THE REPORTER. Can we have people state their nanes
first and then --

M5. SWANSON: Melissa Swanson with Burson-Marsteller.

The rel ationship between the current marketing
contract and the call center, | amjust a little bit
conf used.

Does that contract or does that relationship
continue after a new contract has been assigned?

M5. MLLER  Yes.

The question was whether or not the relationship
bet ween the existing contract -- marketing contract and the
call center, if that relationship continues wth the new
contract, and the answer is yes. The call center contract
goes on until March 31st of 19- -- of "19" -- of 2006 -- | am
in another --

M5. SWANSON: So even if a new contractor is chosen,
the existing contractor remai ns on board.

M5. MLLER Yes, they do.

M5. SWANSON:  Ckay.

M5. MLLER And then the relationship wll be
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reest abl i shed dependi ng on how the new contractor proposes
getting the information to the call center and how they
propose to interact at the call center.

Ckay. And, yes, the current call center can
provide information in all the targeted | anguages that are
listed in the RFP.

There was a question about who is actually
responsi ble for the accuracy and tineliness of responses.

There's a part in the RFP which tal ks about
answering 80 percent of the calls in 20 seconds.

And the call center is responsible for the
tinmeliness of answering the phone, and that 80 percent and 20
seconds is actually a Comm ssion requirenment of all
tel ecommuni cation carriers, and so they did put that onto the
call center.

However, the marketing programis responsible for
coordinating activities with the call center.

So, for exanple, if the marketing program went out
and did a big blitz that they thought was going to result in
alot of calls to the call center, then they need to let the
call center know so the call center can staff accordingly.

That's an exanple of the type of interaction that
needs to occur between the contractor of this contract and
the call center contractor.

There was a question about how the call center
controls -- has no control over the anount of time the person
is on the phone, and that's not an issue here. They -- that

person may have gotten the "80 percent answered in 20
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seconds" confused with actual tinme on the phone.
W would not want to tinme that because sonetines
the call center -- if the individual does not speak the
| anguage that the carrier of their choice can provide service
in, then that call center needs to stay on the line for the
entire interaction and act as transl ators.
So the tine that they spend on the phone is not a
concern and not anything that we neasure.
So, let's see. | think that's it on the cal
center.
Does anybody have foll owup questions on the cal
center before we | eave that area?
Yes, nma' anf
Pl ease state your nanme and your conpany for the
record.
M5. BROMN: Kei sha Brown, Lagrant Communi cati ons.
What are the hours of operation of the call
center?
M5. MLLER  The question is what are the hours of
operation at the call center.
| believe they are 8:00 to 5:00, but | really
don't know. | can put that down as a question that will post
t he answer when we post any other answers on the website that
may cone out of the discussion.
kay. | amjust witing that down.
Ckay. Any other questions about the call center?
Yes, ma' anf

Pl ease state your nane and conpany.
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M5. HAYNES: Anita Haynes, Ha-y-n-e-s. Hayday
Enterpri ses.

THE REPORTER. And spell the conpany nane?

M5. HAYNES: Ha-y-d-a-y.

M5. MLLER  Yes?

M5. HAYNES: Now, a question. The call center.

The marketing aspect of the contract -- the
mar keting contractor, are they responsible for the procedures
of the call center, or just the marketing plan on the cal
center?

Li ke, say, where, you know, there's a new
procedure in place for marketing.

Is there -- do we -- does the contract also like a
plan for the answering of the phones and how to interact with
the callers?

M5. MLLER  The question is whether or not the
mar keting side of the program devel ops any procedures for the
call center, and the answer to that is no.

The call center is a separate entity. They do all
their own procedures and how they interact with the conpany.
And again, the nmarketing side will let the call center know
if something's going to happen that may inpact their
operations, but the whole running of the call center is a
Separate entity.

Yes, ma' anf

M5. DAVIS: Darolyn Davis, Davis & Associates Public
Rel ati ons.

If the contractor is getting feedback fromtheir
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CBCOs about issues related to call center -- to the call
center, is that sonmething that the contractor is able to nake
changes in the call center's process?

M5. MLLER | would antici- -- the question is if the
contractor was getting feedback fromthe conmunity-based
organi zati on about issues wth call center, would the
mar keting part of the operation be able to make changes to
the call center procedures.

| would anticipate that in a case like that there
woul d be interaction between the marketing and educati on and
outreach side of the programwith the call center where
collectively they would figure out a way to correct any
problens that the CBOs were pointing out. And if it was
going to be a major change in call center operations, then
that's sonething that they would coll ectively propose to the
Conmi ssi on for Comm ssion approval .

So it is a collaborative effort and -- and the
Comm ssi on has final approval over anything that is a mjor
change from current procedure.

Any ot her questions about the call center?

M5. DE LA TORRE: Yes, | have a question.

M5. MLLER Yes. Please state your nane and conpany
for the record.

M5. DE LA TORRE: Joely De La Torre, Nagmayam
Conmuni cat i ons.

M/ question is to the call center and RHA having
the contract prior to there being a new group added on this

current RFP, which is Native Anericans.
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M/ question deals with primarily the issue of
would RHA, the current contract holder of the call center, be
willing to communicate with the new recipient of the
mar keting contract if there was a new person, organization,
in dealing with the issue surrounding a new community that
was not on the current call center contract since this is
a new group added to the current RFP?

M5. MLLER Ckay. D d everybody hear that question,
or do you need ne to repeat it?

M5. DAVIS: Wuld you repeat it.

M5. MLLER Okay. The answer to that question would
be that the addition of Native Americans to the marketing
contract -- when the Comm ssion nmade that addition, our
intention is that we would deal with that target group in
Engl i sh because there's no way the Conmm ssion has the
capability of dealing with all of the Native Anerican
| anguages. And since the call center already deals with
custonmers who speak English, it wouldn't be an additional
burden on the call center to interact with the
Nati ve Anerican popul ati on.

M5. DE LA TORRE: | guess ny question is not to the
| anguage aspect but its sensitivities in dealing with that
particular community since there are over 100 tribes in the
State of California.

So there is particular training and sensitivity
i ssues. That is ny question.

It has nothing to do with | anguage but has to do

with how the call center would be responsive to that
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particular community and the diversity and need within that
particul ar comunity.

M5. MLLER Well, again, in the spirit of cooperation
between the call center and the marketing, education, and
outreach aspect of the program if there were issues that the
outreach side felt were inportant to address wth the cal
center, then, indeed, they would address that and they would
wor k that out.

Does that answer your question?

M5. DE LA TORRE: Yeah. | just want to nmake sure that
there is sonme cooperation and an opportunity to have a
di al ogue with the current call center contract hol der.

M5. MLLER  Woever is the contractor that is
selected for this contract, they will have the opportunity
for extensive interaction with the call center as part of
carrying out their contract.

Ckay. Any other call center questions?
(No response)

M5. MLLER No. Ckay.

Now we're going to nove on to contract- and bid-
related issues, and Ivan wll take the |lead on that. ]

MR JEN. Ckay. The first question was, "For the bid
price for each successive year do you require all the cost
detail format as |isted on page 13 as required for the first
year's bid or sinply a not to exceed total? And | guess
they're asking -- in the RFP we do ask that while the
contract is for the first 12 nonths with the option to extend

for each successive year, we ask that you list how nuch you
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anticipate the marketing will cost for Year 2 and 3. And you
are not required to break it down. W just want an idea. A
not to exceed total is sufficient.

The other question -- let's see. And there was
anot her question along the sane lines of, will the bid be
based on the first year anmount or the three years total? And
again, the answer is the first 12 nonths. The option to
extend is purely at the Conmm ssion's discretion.

And the next area, "To conply with the DVBE
requi rement, " which stands for Disabled Veterans Business
Enterprise, "if a bidder already has identified a DVBE
supplier to provide services to neet the participation goal,
must a good faith effort also be conducted?" The answer is
no, and let ne go off on a small tangent here. The DVBE is a
required program Under state law, all contracts should
participate in it. Nanely, we need at |east your tota
contract value to have at |east 3 percent of the total be
perfornmed by disabled veterans. |If you are not able to do
SO, you are required to go through what is called the good
faith effort. And the good faith effort is described in
length at the link listed in the RFP and which can be found
on the Departnent of General Services web site.

| f you do not participate in the DVBE or fully
conformw th the good faith effort, your bid will be thrown
out and be deened nonresponsive. Mny tines, for a |ot of
organi zations that do not deal with the State, they encounter
this DVBE issue at the last mnute and say, "W're going

to -- what can we do about it?," and they ask at the |ast
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week, and ny answer is, "Find a DVBE or else we have to throw
it out." W' ve thrown out many good proposals because they
do not conply with this. That is why | urge every one who
does not already have a DVBE to start | ooking for one.

The California State Contract Regi ster where the
RFP was posted has a little button that allows potenti al
contractors or subcontractors to post their ad, small
busi nesses with their little niche who want to team toget her
with others. |[If you are a disabled veteran you're allowed to
post on that area for free. | believe it's $75.

M5. MLLER No. |It's $25.

MR JEN. Sorry. $25 to post an ad. And that nay be
one place to look for DVBEs. kay. So once again, nake sure
you conply with the DVBE requirenment for this RFP. Now, if
you were to, say, get 2 percent or 1 percent DVBE conm tnent,
you still have to go through the good faith effort because in
order to satisfy DVBE it nust be 3 percent of your total
contract anount.

The next area, question was, on page 19 under
Phase 4, "You reserve the right to reject the | owest bidder
if you believe the vendor will be unable to fulfil
identified tasks with the anmount listed in the bid. Wat
process do you use for determning this?" The purpose of
this provision is to deter unreasonabl e, quote, unquote,
"l owbal I i ng" and m srepresentation during the sel ection
process. W don't want a bidder to say, "W can do X, Y and
Z," so that we believe they will be fully qualified to

perform then cone in with a bid about, oh, say, $5,6000, to
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give the extrene exanple, and then we woul d have to start --
and then the burden is on -- we will start second guessing,
t hi nki ng, "How can you do all this with $5,000?" And we will
have, | guess a hearing, that's the best way to start, wth
the intent of awarding, to ask you to denonstrate that your
bid, the RFP and your proposal nmesh together. And after the
hearing, if the Comm ssion can reasonably concl ude that your
proposed work product and bid were intended to mslead us, to
draw us to award the contract to you even though you don't
plan to fulfill it, we reserve the right to throw your bid
out, because we've had other cases where the vendor proposes
to do all this type of work and then gives us an unreason --
this ridiculously |ow bid where the hours commtted to the
project do not conformto what they were planning to do. And
that's the main purpose. |'m hoping that every one here wll
make reasonable bids and not try and gane the system because
a lot of people will be unhappy and it's going to be a
dr awn- out process.

On page 18, Phase 2, on the pass/fail section,
"Pl ease explain how tineliness and provi ding services and
quality of prior technical reports will be evaluated or
determ ned. Are exanples of the proposer's prior technical
report to be submtted, and if so, in what quantity?"

M5. MLLER Okay. Yes, | can. The quantity is not
determned. Basically if a firmhas only one or two
exanpl es, because they may be new to this business, then they
shoul d submt those one or two exanples. If a firm has

20 exanpl es, then they should pick probably three of their
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best exanples that denonstrate their ability to provide the
type of work that we're looking for. So we just expect you
to do your best effort, and we don't want 20 exanples of your
work. W want exanples of your best work.

And in regards to what we nean by a "technica
report" is sonme type of work product that you have produced
that reflects sone type of activity that we're asking for in
the RFP. So for exanple, with the reporting requirenments in
a previous project, if you' ve had to do sone research or a
survey or measurenent of sone type of activity and then
report that in a report, then that would be an exanple of a
type of technical report that we would like to see. So
basically what we're | ooking for there are exanples of work
that are related to what the type of activities that we're
asking you to fulfill in the RFP, and we would |like to see
your best exanples of that type of work.

| think that covers that. GCkay. GCh, and then the
next one is, "How should proposers denonstrate tineliness in
provi ding services?" And on page 15 of the RFP we request
t hat proposal s include previous experience of the contractor
that includes ability to conplete a project on tine and
within original tine frane. And exanples of this ability
could be, like an exanple, could be docunentation of a tine
line proposed in a previous project and docunentation that
you net that time line, that you successfully net that tine
line. So sonmething that -- or in your references if you did
work for sonmebody and they're willing to add sonet hi ng t hat

they conpleted all the m | estones by the dates agreed upon,
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sone way to denonstrate that you have experience and ability
in nmeeting your tine commtnents and tine franes.

MR JEN. The next question was, "Does the |ead agency
need to have a certain anount of billings to be the lead for
the contract?" The request for proposal does not require
that. However, the |ead agency shoul d have a strong grasp of
all the aspects of the marketing program and they will be
the primary contact between the Comm ssion and the marketing
team |If the contract is strong, there wll be provisions
regardi ng subcontractors. The PUC will not be speaking to
t he subcontractors necessarily. W wll be speaking to the
primary contractor. |It's up to the primary contractor to
ensure that their subcontractors perform-- conformto the
terns of the contract.

The next question was, "There is no section title
SONin the RFP." And |I'massumng it's either Statenent of
Wrk or Scope of Wrk. "So are we to assune that responses
in regards to 1.5, Mninmumr Qualifications For Proposers, 2.1
Marketing Plan and Wrk Schedul e Requirenents, 2.2, Cost
Detail Format and Requirement, and 2.3, Contractor Experience
and Staffing Proposal, represents the required informtion?"
| would say that the marketing teans shoul d probably consider
1.3, Purpose and Description of Services, as a prinmary
pur pose of the RFP. However, the other sections identified
earlier are also critical. Well, that was based on the
assunption that SONwas Scope of Wrk or Statenent of Wrk.
If it means sonething el se, you should ask |ater today.

There was a DVBE question. | answered that.
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"There does not appear to be a mandatory intent to bid
letter; is that correct?" That is right. Ckay.

M5. MLLER  And then sonebody asked, on page 7 it
states that, "The contractor will report directly to the
director of Tel ecomunications D vision and the director of
t he Comm ssion Consuner Public Information Division. Are
those two individuals solely responsible for approvals, or
will the contractor be presenting to a |arger group such as
the marketing board for approvals of canpaign el enent?"
First off, as | nentioned earlier, the marketing board is no
| onger in existence, and the advisory comnmttee, the
Conmm ssion may ask them for input, but then again, they may
not .

The two directors have the ultimte authority of
approval, but the general practice is that the contractor
will present to staff that are directly involved in the
project and then the staff will nake a recommendation to the
directors. |If it's a key elenent or a particularly costly
el enment, then the directors may choose to participate
directly, but that is conpletely to their discretion.

Cenerally they leave it for staff to nake a recommendati on.

MR JEN. Al right. "Wile you requested that each
bi dder submt a work plan tine |ine and budget, what is the
total dollar anmount not to be exceeded for the contract
year?" That should be your cost proposal. Potential teans
are to submt bids for a contract for a duration of 12

cal endar nonths. Then the next one was, page 12 refers to
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t he proposers conference and appropriate fees. "Wuat are the

appropriate fees?" These fees are what the CPUC normal ly

charges for reproduction costs such as transcripts, copies.

| think it's $0.25 a page, and it may be | think $10 an hour.
M5. MLLER And then also postage. A lot of the

i nformation can be found on the Conm ssion web site. A lot

of decisions and resolutions and di scussions are avail able on

the Comm ssion web site. So you mght want to do a little

surfing on that site before you start asking for |engthy and

expensi ve docunents. Ckay.

On page 18 of the RFP, "In Phase 2 of the scoring
section is reserved for quality of prior technical reports.
And can you el aborate on the scoring paraneter?" Not really.
W do have a nore refined scoring systemthat we will be
using in evaluating these reports, but basically you have to
use your own judgnment about what you think is quality and
what type of technical report you want to present to the
Commi ssi on as an exanple of your work. And it's not
necessarily flashy use of graphics. It also includes how the
information is presented and how concl usi ons are drawn and
reconmendations are made. So there's various aspects to what
can be considered quality.

There are a couple of questions in here that I'm
going to have to -- and I'll go through and nention them as
we get to them that 1'mgoing to have to still work on
getting the answers and post on the web site along with the
transcript. But before we nove into neasurenent recording

and data gathering, does anybody have further questions about
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t he actual contractual aspects of the RFP?

MS. FLINT: Kendall Flint, Wodenship Advertising and
Public Affairs. | was curious if the current contractor also
had an opportunity for, after the first year, to have that
contract renewed for Year 2 or Year 3 or if that contract was
only for a 12-nonth peri od.

M5. MLLER  The question was whether or not the
exi sting contractor had an opportunity for an extension of
the contract, and the answer is no. That contract was for a
one-year period. So the contractor, we had no options to
extend. Yes, sir.

MR PONCE- GARCI A: Aracel Ponce-Garcia, Latino
Journal. Are all inpacted conmunities considered equal in
terns of contract program funding, budget? In other words,
are all target markets' budget the sanme dollars just by
mar ket research findings that indicate some communities are
nore inpacted due to the size and the | anguage, |ocations and
ot her rel evant denographics and conditions? |Is that a
consi derati on?

M5. MLLER  The question is whether or not the
targeted groups are all funded equally in the contract. And
the answer to that is that is up to the proposer. |If the
proposer has identified sone of the target groups as having
the need for nore outreach and education than another target
group, then they should put that in their proposal and
provide justification for their rationale for proposing that.
So that we have not determned that at all. That is up to

you fol ks. Any other questions about --
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MR. CRACAS: David Cracas with Pierpoint-Martin. The
DVBE 3 percent requirenent, should that be based on the
5 percent, the 5 mllion maxi mum or should it be based on
t he amount of our bid?

MR JEN. It should be based on the anount of your
bi d.

MR CRACAS:. Ckay.

M5. MLLER Okay. Any additional questions on
contract issues?

(No response)

M5. MLLER Ckay. W'Il nove on to nmeasurenent
reporting and data gathering questions. On page 6 of the RFP
you state that, "The ULTS goal was 95 percent penetration

across all eligible households. Howis this penetration rate

cal cul ated?” |'mnot exactly sure how the Conm ssion
calculated that, and that's one of the questions I'll check
into. | knowit was calculated quite a while ago, and it

hasn't been recal culated recently, and | think that may have
been, but I'"'mnot certain, which is why I'll doubl e-check,
think that 95 percent penetration rate cane out of the Dean &
Bl ack report. Again, | will check on this, and | will post
the answer on the web site.

And on page 7 of the RFP the tracking report
criteria refers to enrollnent data, and as well on page 8 of
the RFP the second bullet refers to obtaining enroll nment
information by zip code or other geographic areas and by
denographic elenment. "WII the carriers be mandated to

provide nonthly information on these data elenents to the
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mar keting contractor?"

Now, first off, let ne give a little explanation.
One, where in the RFP we put enrollnment data, and we'll post
this on the web site, it really should read, "Successful
transfer to the call center," because the call center and the
contractor are not able to track enroll nent data. That would
be done by the carriers, because once the call center hands
the call off to the carrier, we do not track whether or not
that custoner ultimately ended up on Lifeline service or at
the last mnute they decided they didn't want it or sonething
el se cane up to keep themfromgetting the service. W would
very much like to have the carriers track enrol |l nent data,
but that would require Comm ssion decision or resolution to
get themto do that. That's not sonething that they're going
to do on our suggestion that it would go a good thing to do.
So at this point in tine that is not in the wirks for the
Commi ssion to require the carriers to do that, but as | had
said, inthe RFP | will go through and change the enroll nent
data where we refer to collecting enroll ment data or
reporting on enrollnment data by the contractor to track
successful transfer of calls to the call center.

And then that responds to the next question, which
is, "If not, howw Il the marketing contractor obtain this
information fromthe carrier?" W wll not require the
mar keting contractor to obtain this information fromthe
carrier.

On page 8 of the RFP the contractor is requested

to provide a research report on residents potentially
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qualifying for ULTS and those who nmay not qualify by zip
code, area code or other neans. "Wat is your expectation on
the depth of this report in terns of whether existing data is
utilized to analyze the nunbers, or are you seeking a new
research effort?" Well, | know that the existing data out
there is a little bit dated because nost people are working
of f the 2000 census data, but that would -- one thing that
we'll be looking for is use of existing data and any
i nnovati ve approach that the proposer may suggest to obtain
that data, any ways they think that they may be able to shed
sone |light for the Comm ssion on where the pockets of
targeted groups are that need service.

For the research report requested on page 8 of the
RFP, well, the CPUC will be providing data fromthe carriers,
and again, no, we won't be providing carrier data, but what
t hey' re asking about on their research report there is where
we ask for themto report back on whether the custoner
decl i ned service and for what reason or what part of the
outreach or nedia alerted themto the availability of the
service and nade themcall in, and we woul d expect that those
questions woul d be nade part of the interaction with the
individuals as they work with themto do a successful
transfer to the call center. So the proposer would work that
into their proposal of how they're going to interact wth the
i ndi vi dual s.

"I's there a new PUC nandate that will require
carriers to share this information with the contractor?" No.

It would be nice, and maybe sonetine we'll get around to it,
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but okay.

Then on page 10, bullet 2, we refer to sustainable
long-termincreases in participation and how wll this be
measured, and the answer to that is we are going to delete
part of that bullet, and we wll be posting this on the web
site. The bullet reads now -- on ny copy it's page 10 and
11. The pagination is a little different for the folks,
think, who got it off of the Departnent of General Services
web site. But it's the bullet that starts, "Continuously
consi der and eval uate outreach strategi es and recommend
i nnovative strategies for reaching eligible ULTS custoners in
ways that achieve sustainable long-termincreases in
participation in ULTS anong those custoner segnents.
| dentify problens and nmake reconmendations to CPUC." W will
be deleting the words where it starts in the second sentence,
"I'n ways that achi eve sustainable |Iong-termincreases in
participation in ULTS anong those custonmer segnents."” And so
that bullet will read, "Continuously consider and eval uate
outreach strategies and recommend i nnovative strategies for
reaching eligible ULTS custoners. Ildentify problens and make
reconmendations to CPUC "

There's a question, "Is a research conpany being
used, or does the State have its own practices in place?" |
believe that is referring to the bullet about the sustainable
long-termincreases in participation. |If that is inaccurate
on ny part, when we have the foll owup questions on the
section, if sonebody wants to let nme know if that's in

relationship to that or if it's an independent question, and
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if so, I'ma little confused and woul d need sone
clarification.

And then, "WII| the data gathered since the
i nception of the ULTS marketing activities, which is page 4
of the RFP, be nade avail able for our review or to nake
copies?" No. W wll be deleting that |ine because, as |
expl ained earlier, the current contract does not expire until
May 31st. And so the total activities and the result of
those activities will not be available until after that date.
So on ny page 5 in the paragraph, the second paragraph above
1.2, Availability of Docunents, the paragraph that starts
with, "Thus with the conpletion of interimmarketing Phases 1
and 2," the second sentence in that paragraphs that reads,
"The long-term marketing programw || be based on all the
data/information gathered since the inception of the ULTS
mar keting activities," that sentence wll be deleted.

MR A PSON: It will be del eted?

M5. MLLER It will be deleted.

MR A PSON: This is Mke G pson.

M5. MLLER Ckay. Yes. And | will be posting an
addendum on the Comm ssion web site, and it will also go on
to the Departnent of General Services web site.

Moving on fromthere. Page 6 of the RFP indicates
a marketing plan that penetrates 95 percent of eligible
households. "In the past how has the penetration rate been
measured?" Well, there will be simlar nethods of
measurenent, and as | nentioned earlier, that's a question

that | will be answering as to how the 95 percent was
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nmeasured. And also, "Wat was the subscriber rate for each
target audi ence when the canpaign began?" | wll see if I
can find the answer to that question. And, "Wuat is the
current subscribership rate as a result of the contract?"
Vell, we won't know the actual subscribership rate because
we're not able to track the actual enrollnments, but after the
contract is conplete and the final report is in, we wll be
able to indicate the nunber of successful transfers to the
call center for the different target popul ations, but the
subscribership rate is not sonething that we'll be able to
report back on.

| f you give ne one mnute, a public advisor I
think wants to clarify sonething with nme, and then we'll take
general questions on this issue.

(O f the record)

M5. MLLER  Does anybody have any foll ow up questions
on the section of nmeasurenent reporting and data gathering
guestions?

(No response)

M5. MLLER  Does anybody on the phone have any

foll ow up questions on this section?
(No response)

M5. MLLER Then we'll nove on to the next section,
which is General RFP Questions. There was a question about
1.3, Purpose and Description, second paragraph, page 6,
"Please clarify the 11 target groups.” 12 are nentioned at
the top of page 5. ]

Thi s social agency and wel fare recipients, which
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| believe is the 12th target group that this questioner is
referring to, they're not actually a target group. W're

| ooki ng for possible ways to reach the target group by

devel oping rel ati onships with agencies that work wth

t he soci al agencies and wel fare agenci es who deal wth people
whose incones tend to fall in the sane range as those who are
eligible for ULTS.

So to clarify the --

M5. DAVIS: Wich one is that?

M5. MLLER It's on the top of page 5. And
the second -- well, it's the top bullet on ny page 5.
The top full bullet. It's the one that we noved the one
sentence from

And the | ast sentence in that bullet says:

The | ong-term marketing plan contractor is expected to target
the ULTS programto all eligible | owincone segnents of

t he popul ation including, but not limted to, African

Anmeri can, Canbodi an, Chinese, Filipino, H spanic, Hrong,
Korean, Laotian, Vietnanese, Native Anmericans, seniors,
soci al agency and wel fare recipients.

And what |'m saying is social agency and welfare
reci pients are kind of an unbrella group over the specific
target groups.

1.3, Purpose and Description paragraph, page 6:

Pl ease clarify.

| believe it's the bullet -- and whoever posed

this question can clarify it at the end of this discussion if

this isn't the correct response -- or correct.
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Devel op a valid and reliable performance

measurenment plan to assess the acconplishnment --

Oh, wait. That's not it. [|'msorry.
UNI DENTI FI ED SPEAKER: |'msorry. \Were are you at
now?
M5. MLLER |I'mtrying to find ny place, too. So

bear with me for a nonent.

UNI DENTI FI ED SPEAKER:  Sure.

M5. MLLER | believe it was develop -- it's on page
7 of ny copy, and it's the bullet that reads:

Devel op an appropriate program of

rei mbursenent for conmunity

organi zations that participate in

t he education and enrol |l ment of

eligible custoners into the ULTS

program The details of such program

shal |l be presented in the RFP, al ong

with a proposed budget specific to

t he proposed program of reinbursenent.

And yes; there is a formof that going on now.
The RFP requires that at |east one-third of the budget go
towards outreach. So outreach can consist of several
activities.

The RFP al so nentions using comunity-based
organi zations. And the decision that created this marketing
program nentions that they want marketing fol ks to use
communi ty- based organi zations to reach the target audiences.

The extent to which you use the comunity- based
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organi zati ons should be part of your proposal along with the
associ at ed budget.

On both the energy side of the Comm ssion and the
t el ecommuni cati ons side of the Conm ssion, when we use
comruni ty- based organi zations to do outreach for us, there
generally is sonme type of reinbursenent program for them
But it's up to the proposer to devel op that program of
rei mbursenment and budget for it and basically anticipate
the anount of activity that the CBGOs may be generating and
figure out a budget for that as part of their outreach plan
and budget .

Yes, sir.

MR, VILLET: Jonathan Villet, OneWrld Comuni cati ons.

May we know the existing program of reinbursenent,
how it works?

UNI DENTI FI ED SPEAKER: Jon, speak up.

M5. MLLER No. | -- that hasn't been publicly
gi ven.

UNI DENTI FI ED SPEAKER: What was the question?

M5. MLLER  The question was whether or not --
whet her they could know the current program of reinbursenent
for community-based organi zations; and | said no. That has
not been provided to any organizations.

And since we want parties to cone up with their
own proposal, there really is no reason to nake that existing
process known.

Ckay. 1.4, paragraph 3 on page 9: 1|Is the CPUC

requesting just one mdpoint oral presentation or nore? And
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is it one or two per fiscal year, or how many?

We are requesting one mdpoint presentation. Wat
we would try and do is schedule it at a regular -- for a
regul arly schedul ed advisory commttee neeting so the
presentation could be nade to the Conm ssion and the advisory
commttee at the sane tine.

The requirenent is mainly to nmake the presentation
to the Conm ssion so if the Conmm ssion could not coordinate
it wth the advisory commttee, then the presentation would
be made to the Conmm ssi on.

So there's a requirenent for a md-contract
presentation and then end-of-the year final presentation
And those are the presentation requirenents.

MR GAPSON. This is Mke Gpson. So are you
indicating then that if the advisory board is not avail abl e,
then it wll just be done to the full Conm ssion rather than
t he advi sory board?

M5. MLLER  Not necessarily the full Conm ssion. W
woul d expect that effort be nade to coordi nate the neetings.
But I know that the Departnent of Finance has cut back
severely on the nunber of neetings advisory conmttees can
have in any given year.

So at this point in time, w can't absolutely
commt that we would do it in conjunction with an advi sory
comm ttee neeting because we have no idea how often those
woul d be occurring.

So, in the past when we've had a presentation here

at the Conm ssion, we have invited nost of the key parties at
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t he Comm ssion, including representatives of
t he Conmm ssioners, to cone and hear the presentation. And
not everybody takes us up on the invitation, but sone do.

Does that answer your question?

MR G PSON. It does.

| would just nake a recomendation that if we
could nmake sure that if a special presentation is given that,
of course, the amount of work is diligent and hard as
possible to coordinate it.

M5. MLLER  Excuse ne, sir.

MR G PSON: [ 1 naudi bl e]

THE REPORTER. |'msorry. | can't hear you. Can you
start that again?

M5. MLLER |I'minterrupting him

Excuse nme, sir. This is an opportunity to answer
guestions, not accept recommendations from potenti al
proposers. So I'm-- | think that you're going out of
t he bounds of the purpose of this neeting.

MR G PSON: Well, 1I'mbasically asking the question
to state the fact that | think it's inportant that
the advisory board that 1'ma nenber of participate in this
process.

M5. MLLER And | understand that, sir. But thisis
not the opportunity for parties to make recommendations to
the Comm ssion. This is the opportunity to --

MR A PSON: Well, I'mnmaking it as a statement in
t he record.

M5. MLLER Sir, excuse ne, please.
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| understand you're a nenber of the advisory
commttee, but your recommendation is not within what this
bi dders conference is here to acconplish. So if you would
like to speak to nme off-line, that would be fine, but it's
not appropriate for right now Thank you.

kay. Thank you.

Movi ng on.

Does that answer everybody's question about
the frequency of presentations?

(No response)

M5. MLLER Ckay. 2.1 on pages 12 and 13,

description of all the elenments of the marketing canpaign,
et cetera.

This should ideally be done in conjunction with
a review of all the market research materials avail able and
results of previous efforts with ULTS staff. W understand
that sone of this material may be avail able, but a thorough
review woul d appropriately be part of the project.

What | evel of detail is the CPUC requesting here?

And we're asking you for the details of your
mar keting plan. And we're not asking you to base it on
the results of the previous marketing plan.

So -- and as | nade clear earlier, existing
mat eri al based on the current plan is not really avail able
because the final material has not been developed. So we're
asking for the details of your marketing plan and not asking
you to carry forward from what exists now.

kay. What is the annual funding amount for this
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pr ogr anf?

It's a maxi mum of $5 mllion per year.

On page 6 of the RFP, the seventh bullet refers to
filling out the application. And you asked: Are you

referring to a tel ephone carrier application, or is there a
general application that has been created?

Ch, I"'msorry.

M5. DAVIS: Were are you? I'msorry. | mssed what
page you're on.

M5. MLLER Page 6 of the RFP. The seventh bullet.

MR JEN. It says: Assist ULTS programcallers in
determning eligibility, filling out the application, and
linking themw th their selected tel ecomunications carrier
either by tel ephone or at the community partner |ocation
That may be better able to address the caller's concern or
questi on.

M5. MLLER And the answer to that is no;, we're not
referring there to a tel ecomunication carrier application.
We're generally referring to an application or formthat
woul d be created by the contractor to take down the
information that they need that they would need to enrol
the custoner in the program and be able to pass that
information on to the call center.

The call center, once they' ve sent the custoner
over to the tel ephone carrier, they will have -- they wll
ask questions of the customer, and then they will send them a
self-certification form So it's not a tel econmunications

carrier application.
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And then formal definition of who is eligible for
ULTS. How do you define qualifying | owincone househol ds?

| did have sone handouts up here that have
the inconme requirenents. |It's also available on
the Comm ssion website. And also, in the brochure that we
provi ded copies of, the incone requirenents are also on
there. They're on just about every bit of collateral ULTS
information that is out there.

And that -- eligibility requirenments are
reestabl i shed by the Comm ssion periodically. So those can
be changed.

On page 4, you' ve referenced Phase of
t he canpaign. Please explain what Phase 2 is about and who
conduct ed t hat conponent ?

Phase 2 is the current contract that's being
carried out by R chard Heath and Associates. And you fol ks
all got a copy of their mdtermreport. So that should give
you an idea of what they've been doing in Phase 2.

Pl ease explain the term "conpetitively neutral.”
| explained that at the beginning of the workshop.

| s there anybody who cane in |ate who did not get
t he expl anation of "conpetitively neutral"?

(Audi ence nenbers raising their hand)

M5. MLLER On, okay.

Conpetitively neutral is a termthat we use to say
that we're not marketing Universal Lifeline Tel ephone Service
on behal f of any specific tel ecommunication carrier. So no

carrier gets preference over the other when a custoner is
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sent by the marketing side of the programover to the cal
center. And if that custonmer does not have a particul ar
carrier that they know they want to choose for universal
lifeline tel ephone service, then the call center wll
randomy generate a list of carriers for that custonmer to
choose from

So the programis not marketing on behal f of any
tel ephone carrier. They're marketing on behal f of
the Conmm ssion and getting the word out about ULTS in
general .

And then: Wiat role will wreless tel ephone
service play in our definition of Universal Lifeline
Tel ephone Servi ce?

At this point in time, universal service is
defined as wireline service. And until the Comm ssion
changes its definition of what constitutes universal service,
then we wll be only looking at wireline service. W wll
not be |ooking at w rel ess service.

So any additional questions on -- general RFP
guestions?

M5. DELATORRE:  Yes.
M5. MLLER Ckay. Go ahead.
M5. DELATORRE: This is Joely DeLaTorre.

My question specifically goes to why the decision
was made or how the decision was nmade to sel ect one marketing
contractor for such a diverse popul ati on?

In particular, when -- |I'm/looking at the Native

Ameri can community again, which was just recently added, when
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there are over a hundred tribes within distinct denographic,
social, and political backgrounds that could hinder sone of
the informational background, is there an attenpt, | guess,
to have maybe one marketing contractor with several
subcontractors, given the diversity of the clientel e?

That's ny question.

M5. MLLER And the answer is yes; there is
the possibility for the one contractor to subcontract out
aspects of the program And, in fact, the existing program
does utilize sone subcontractors.

So if the one contractor has a particular area
that they think would be better handl ed by a subcontractor,
then they woul d make that arrangenent on their own and
include that in their proposal to the Conm ssion.

V5. DELATORRE: But there will be any attenpt from
this point forward to separate any of the target popul ations
due to the distinction diversity?

M5. MLLER Not that | am aware of.

M5. DELATORRE: Again, ny concern is particular to
the Anerican Indian community because of the federal |ega
gui delines that surround that particular comunity as a
political entity versus an ethnic group.

M5. MLLER Well, this is a state program And we --
the target groups are based on their penetration rate in
tel ecommuni cations. So we're not |ooking at the federal
I ssues.

Now, if sonebody representing that group is

particularly concerned about the issues regarding a certain
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popul ation, then they can certainly talk to the contractor
about that and see if there is arole to play in the overall
contract.

At this point in time, other than the public
pur pose prograns, | don't think that the Comm ssion gives
particul ar focus or anything on interest groups other than
those identified in these groups.

| really -- I'mtrying to understand what you
t hi nk woul d be needed to take care of the needs of the Native
Anmeri can peopl e.

M5. DELATORRE: Right, given that we have the | owest
penetration rate in North America in the United States. And
t here has been sone serious discussion and negl ect because
states don't understand their role. The federal government
assunes that the states are handling this role. There's this
i ssue of jurisdiction.

M5. MLLER  Ckay.

M5. DELATORRE: And tribes have been negat ed because
of this conflict of who has jurisdiction. Because we're
tal ki ng about federal |land and the state-run program
| wonder if this group would be better served separate
because of their political class status. And because of
the dynamcs of their land, their legal -- and their |ega
situation, there are jurisdictional issues and they cross
over.

| understand that this is a big program but
because these conmmunities reside primarily on -- they reside

on federal |and, that becones a very difficult and distinct
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i ssue.
M5. MLLER Well -- just a nonent.

Yes. As ny contract person just told ne, this is
a policy issue.

No, there's nothing in the way the current program
is structured that would necessarily give any target group
priority over another. |If there is concern about how a
certain group is being treated by tel ephone conpanies, then
that's sonething you should really bring up with the
Comm ssi oners because it is a policy issue. And it would be
sonmet hing that woul d have to be handled at a Comm ssion
decision or resolution level, not here in a contract that
al ready has specific requirenents for the contractor.

M5. DELATORRE: | guess, again what |'m stating
is when you're doing outreach and marketing, dealing with a
particul ar group that has particular |egal issues, especially
in dealing with federal lands, to try and outreach to that
target group, it just seens that their special needs aren't
bei ng addressed in this particular contract.

And perhaps this is a conversation we nmay want to
have of f-1ine.

M5. MLLER Yes. | think that would be appropriate.

And any potential contractor, any potential
proposer here, you know, certainly has the option to have
di scussions with any subcontractor that they think may add to
their proposal so they're all now very aware of your concerns
about this target group.

But, yes; | think it would be better to have this
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di scussion off-1ine.

M5. DELATORRE: Thank you.

M5. MLLER Okay. Yes. The lady in the back.

M. WLCOX: WIIl we be able to receive --

M5. MLLER  Your nane and conpany first.

M5. WLCOX: Dawn WIlcox with Ogilvy Public Relations.

WIl we be able to receive a list of
t he attendees?

M5. MLLER Yes. That will be posted on the website
along with the transcript of this neeting.

M5. WLCOX: Ckay. Two other quick questions
just to clarify the disabled veterans business enterprise.

If we put that into the bid at the 3 percent
level, do we still need to undertake the good faith outreach
effort?

MR JEN. No. The good faith effort is required only
if you cannot achieve a 3 percent participation.

M5. WLCOX: And ny final question is, and you nay
have covered this in the tinme that | mssed this norning,
about the call center: Are we supposed to outreach to them
and talk with themprior to submtting our bid, or are we
just supposed to assune that there will be a relationship
should we win the business?

M5. MLLER You're supposed to assune that there wll
be a relationship. And you' re not supposed to be contacting
t hem and di scussing the relationship with themprior to
subm tting your proposal.

M5. WLCOX: So we don't need to identify or nake
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recomrendations with that person. That that conpany's
al ready in place.
M5. MLLER That's correct.
WLCOX: Thank you
M LLER  Yes, ma'am
DAVIS: Darolyn Davis, Davis & Associ ates.

5 5

| notice that there isn't a requirenent for use of
smal | businesses that are certified in the state of
California. Can you tell ne a little bit about that?

It's a pretty large contract, though

MR JEN. It's not required to use small business, but
as all state contracts, we wll give preferences to snall
busi nesses. I n accordance with state contract, small
busi nesses get a 5 percent preference.

M5. DAVIS: If you're the prine.

MR JEN. If you are the prine, that is correct. You
have to be the prine. |If you are subcontractor who has a
smal | busi ness, that does not apply.

And according to the law, you have a preference up
to $50,000. And there's a fornula that we use in accordance
with state |aw on how that $50,000 or up to $50, 000 can be
cal cul at ed.

M5. DAVIS: (o back to the $50,000. There's a
pref erence?

MR JEN. Yes. In the RFP, it should be stated. W
will give -- we do use the snmall business preference program
And that's -- let ne find a page -- that's on page 28 and 29.

And we will give a preference of up to $50,000 for any snal
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primary small business proposal.
So, | can go into a quick explanation.
If, for exanple, the primary bidder, the | owest
bi dder is, say, a $100,000, a small business proposes
$148, 000, we can give up to a $50,000 preference. Then the
$148, 000 small business will win the award.
M5. DAVIS: But you have to be the prine contractor.
MR JEN. Exactly.
M5. DAVIS: So you have no benefit in a snall
busi ness, certified small business in the state as a
subcontractor.
MR. JEN. That is correct. For this RFP.
MR, SANTANA: | have a foll owup question. M nane is
Juan Sant ana, Jungl e Conmuni cati ons.
|s there a state requirenent that, in proposals of
RFPs of this size, certified small businesses be consi dered
by main contractors?
MR JEN. No. The only requirenent in contracting
i s disabled veteran business enterprises. Al the other

prograns are preference prograns to hel p encourage, but those

are not only for primary -- for the businesses as a prinmary
cont act .
Yes.
MR, M RCSHNI CHENKO:  Ilya M roshni chenko Avant page

Transl ati ons.
The question that | have is whether the prine
contractor can use the subcontractors that are in

the proposal or the prine can add additional subcontractors
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during the actual contract?

MR. JEN. The question was, | guess, can we add
addi ti onal subcontractors --

MR M ROSHNI CHENKO:  Ri ght .

MR JEN -- afterwards?

You may, with the approval of the Comm ssion.

Qoviously, if they're not in the original proposal, they
can't be evaluated. So it's on a case-by-case basis with
each potential subcontractor.

M5. MLLER  \Were are we at?

MR JEN. | think we're still answering.
Are there any other questions?
MLLER  Yes, sir.
VILLET: Is this our last opportunity --

MLLER |I'msorry. State your nane.

252D

VILLET: Jonathan Villet, OneWrld Comuni cati ons.
Is this our |ast opportunity to pose questions?
M5. MLLER Yes. Questions of substance. |If it's a
guesti on about who do we send our proposal to or anything
like that, you could still ask those questions. But
guestions of substance yes, this is your |ast opportunity.
Yes.
MR WVILLET: I1'd like to continue with a question.
This question -- I"'mnot an attorney, and this is
a kind of -- a legal question.
Qur firmis fulfilling another contract for
the CPUC - -
MR. JEN. Hold that thought. There's still another
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section here for conflict of interest.

MR VILLET: h.

MR JEN. After that, we'll be done with all of our
questions that were submtted in advance. And then we'll
t ake general questions.

M5. MLLER  Any further general questions on the RFP?

(No response)

M5. MLLER  Any further questions fromthe fol ks on
t he phone?

UNI DENTI FI ED SPEAKER: Not from ne.

M5. MLLER M. Villet, | believe, has an additional,
general question.

MR VILLET: Just a followup to what ny coll eague
here asked about subcontractors. Do you consider a
subcontractor to be --

For exanple, a freelance graphic artist who we
occasionally m ght enploy as an i ndependent contractor to
hel p us produce materials, do all of those freel ance
individuals need to be listed and so it's described in our
RFP proposal with the assunption that there may be nunerous
ones that we may wish to utilize?

MR JEN. | would say yes.

And part of the reason is the PUC will wite one
check, and that's to the primary contractor. It is up to the
primary contractor to pay their subcontractors.

And so if you are to send us a bill saying,

"l want you pay to this guy $500 to subcontractor A" and we

| ook at our contract and see no one there as subcontractor A,
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you may have a problem W feel that that person is not
acceptable, especially if we did not approve themin advance.

So it is to your advantage that, when you submt
your proposal, tell us everyone who plans to work on the
pr oj ect .

MR VILLET: Well, then a followup is, if we do not
ask you to pay the subcontractor but nerely pay us and we
will take care of things, that "subcontractor"” then, do we
need to |list then?

That is the present arrangenent that we have under
other state contracts. W charge you an hourly rate for
certain services and we find the way of providing the quality
of the services.

MR JEN If that's part of your hourly rate and you
do this without us knowing, | don't see how we can really
enforce that.

MR VILLET: Al right.

MR JEN. O course, we may ask you, if we have a
question, "Produce this product for us," and you say "I have
to call soneone else,” then we may start asking questions
about it.

MR VILLET: But if we are providing it as part of our
services to you, we are designing a brochure for you, and we
are billing our hourly rate for that, that's the end of the

story on that?

MR JEN. | believe so.
M5. MLLER | rely on Ivan for those types of
guesti ons.
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Any ot her general RFP questions?

(No response)

M5. MLLER No. Then, we'll nove on to the section
of conflict of interest.

And unfortunately, our conflict of interest
attorney is not able to join us today. He had a conflict in
schedul ing, not an interest.

And | know that you -- | believe you have posed
this question directly to M. Dryvynsyde.

MR VILLET: Correct.

M5. MLLER Okay. And I know -- | believe that he
directed you to do a little nore research within your
conpany.

What Jeff Dryvynsyde, who is our conflict of
interest attorney, asked us to do is if anybody has a
speci fic question, then they should send it to himdirectly,
and he'll post the answers on the Comm ssion website.

There's no way that we could go through and
entertain every potential conflict of interest situation that
could arise, but we believe that section 4.3.2 is pretty
clear on the matter.

M. Villet has a particular concern because of a
side contract that they are doing which may or may not
constitute a relationship with a tel ecomruni cation carrier.
So the answer to that will be posted.

And if anybody has any specific conflict of
i nterest questions, then they should direct themto nyself

and Ivan and M. Dryvynsyde, and he will try to answer them
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to the best of his ability.

Does anybody have any general conflict of interest
guestions that us nonlawers mght be able to field for you,
or is everybody pretty clear on that?

(No response)

M5. MLLER Yes, M. Villet.

MR. VILLET: |If we posed the question to
M. Dryvynsyde, that constitutes to all of you at the sane
time?

| don't believe | copied all of you.

M5. MLLER No. No. But we have received copies of

kay. As this is the last opportunity to ask
substantive questions, is there any question that we did not
addr ess?
Yes.
MS. FLINT: Kendall Flint, Wodenship Advertising and
Public Affairs.
In the RFP, it says that you wll not accept any
vi deot ape or any other kind of audio/visual materials as
representative of work.
|s there a chance that you m ght want to
reconsider that, given that sone of the deliverables on this
particular contract are in fact radi o spots and/or television
spots and/ or other nedia that mght not fit in an 8-1/2 by 11
page? ]
M5. MLLER 1'll get back to you on that.

| will take a |look at that and get back to you on
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t hat .

M5. FLINT: Thank you.

A VO CE Wat was the question?

M5. MLLER  The question was the statenment in the RFP
that said we woul d not accept vi deotapes or other nedia of
that sort of as exanples of work and whether or not we would
want to reconsider that since nedia products nay be of
interest to us given what we're asking for in the RFP, and |
said I would consider that and | would respond on the
websi te.

Yes, ma' anf

M5. HAZZARD:. Mai sha Hazard, Gem Commruni cati ons G oup.

THE REPORTER  Your nane, again?

M5. HAZZARD: Maisha, Ma-i-s-h-a Ha-z-z-a-r-d, Gem
Conmuni cati ons G oup.

| have a question about the contractors
relationship with the call center that you may have covered
just before | got here, and what I'mtrying to understand,
the relationship between the contractor and the call center
interns of who is in charge in terns of maintaining the
relationship and determ ning the nmessages and all of that, or
is it just a cooperative, collaborative relationship?

M5. MLLER As we discussed earlier -- and I'Il just
summari ze it quickly in a nutshell because we did discuss
this extensively earlier, but if there are two separate
contractors, there is a relationship between the two. It's a
col | aborative effort, and the Comm ssion is the final

mediator if there was to be any issue.
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The responsibilities do not overl ap.

It's clear in the RFP was what the marketing,
outreach, and education contractor responsibilities are; and
the contract at issue today woul d not have any responsibility
over call center procedures, nessage, or anything. That
woul d be worked out by the call center.

And if there was an issue, you know, about the
message or sonething, that would be worked out
col |l aboratively between both contractors and the Conm ssi on.

Any ot her general questions?

(No response)

M5. MLLER Okay. |Is there anybody on the phone who
did not provide their name and phone nunber and conpany nane
earlier?

M5. MC MURRAY: | did not. | called in m dway.

My nane is Mrissa McMurray, and I'mw th Latino

| ssues Forum
M5. MLLER And what is your phone nunber?
MB. MC MURRAY: (415) 901-1216.
That's not the line | called on, though.
M5. MLLER No, no, no. That's fine.
We're just doing this for the sign-in list which
wi |l be posted sonme tine next week on the Comm ssion website.
THE REPORTER. Wbul d you spell your nane for ne,
pl ease, your full nane.

M5. MC MJURRAY: MN-i-r-i-s-s-a, McMirray,
Mc-N-u-r-r-a-y.

THE REPORTER: Thank you.
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M5. MLLER Okay. And the other attendees in this
room please nake sure that you put your nane and address and

contact information on the sign-in list. So --

MR LERMA: Are we still under general questions?
MR JEN  Yes.
MR LERMVA: |'ve got one.

Manuel Lerma, L-e-r-ma.

The current budget chall enges the State of
California has, is there noney set aside for those contracts?

| s there any chance of inpact?

M5. MLLER No, there is not any chance of i npact.

The Conmm ssion received an exenption from
Departnent of Finance to fund all of the Comm ssion public-
pur pose prograns, so there is noney to fund this, and it is
in no danger of being taken away.

MR. LERMA:  And the paynent schedule wll be applied
to that also?

The funding is totally separate, so the paynent
schedul e for the contract awarding -- it won't affect it as
wel | ?

M5. MLLER The terns of the contract and whatever
paynent schedule is set in the contract will be secured.

The noney for this contract is not at any risk of
bei ng taken away by the --

MR. LERMA: By the Term nator

(Laughter)

M5. MLLER -- Sacranento.

(Laughter)
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MR LERMA: Thank you.

M5. MLLER  You' re wel cone.

Any ot her general questions?
Yes, m' anf

M5. BROMWN. Keisha Brown for Lagrant Communi cati ons.

M5. MLLER D d you get that?

THE REPORTER  Yes.

M5. BROWN. | was | ooking at the M d-Year Canpaign
Report, and there's a colum that tal ks about Tot al
Respondents and Total Referred. What's the difference
bet ween the two?

M5. MLLER  You know, |I'mnot prepared to address --

A VO CE Wat was the question?

M5. MLLER Oh, the question was about the Md-Term
Canpai gn Report that was available to fol ks here.

| amonly prepared to answer questions that dea
with the RFP.

M5. BROWN.  Ckay.

M5. MLLER This was just sonething to help you folks
out, but I'mnot going to address questions on it.

M5. BROMWN. Ckay.

M5. MLLER  Any other questions?

Yes, M. Villet?

MR. VILLET: Sorry to ask such a basic question, but
can you describe in a nutshell the process by which people
enter into the ULTS program

They call the call center, they receive

information, a brochure fromthe call center, fill it out,
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and send it back in.

CBGs provide forns to be filled out and assist --
can you just, in a nutshell --

M5. MLLER In a nutshell, howit currently exists
within this programis that the CBOs do the outreach to their
constituents; the constituents cone in, the CBO educates them
about the requirenents of the service, how it m ght benefit
them then they work with the custonmer on getting the
information that the custoner would need to enroll in the
service, they help determne that they are eligible.

They take this information, the CBO, and transfer
it to the call center; they assist the custonmer in getting in
contact wwth the call center.

The call center confirnms the information, confirns
the eligibility, and then contacts the carrier that the
custoner has chosen to set up service wth.

If the carrier speaks the | anguage that the
custoner speaks, then the call center will pass that call off
tothe carrier; if the carrier does not speak the |anguage
that the custonmer speaks, then the call center will stay on
the line as an interpreter or translator.

Once the carrier gets the custoner, they go
t hrough the normal process which is, again, verify that they
are eligible, they set themup on the service, they al so
will, you know, talk to them about any additional optiona
services they may want, they send the custoner a
self-certification formwhich nust be back to the carrier in

a certain amount of tine, and then the custonmer wl|
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periodically get yearly recertification forns.
Yes, sir?
Your name?
MR. PEREZ: Jose Perez, Latino Journal.
Section 4.3.5 that dealt with Conflict of

I nterest --
M5. MLLER  Uh-huh?
MR. PEREZ: -- 1) b), just looking at that, it says:
no Team Menber will enter into any
contract or agreenment with any
i ncunbent | ocal exchange carrier or
conpetitive | ocal exchange carrier
doing business in California for the
duration of this agreenent.
Does that nean that you can't have phone
service?

M5. MLLER No, sir, it does not nean you cannot have
phone servi ce.

A VOCE Wat is the question?

M5. MLLER  The gentl eman was aski ng about whether or
not the prohibition against entering into contracts with the
t el ecommuni cation carrier included a potential proposer and
havi ng phone service with the carrier, and the answer is no.

Any ot her questions?
(No response)

M5. MLLER kay. Then thank you all very nmuch, and

this bidders conference is concl uded.

(Wher eupon, at the hour of 10:50 a.m,
t hi s bi ddi ng conference was concl uded.)
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